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SECTION I  
INTRODUCTION, PURPOSE, AND METHODOLOGY 
(Summar i  zed )  
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INTRODUCTION,  PURPOSE,  AND METHODOLOGY 
(Summar  i  zed)  
I n t roduc t ion  and  Purpose  
A  bus iness  loan  usua l l y  c rea tes  a  work ing  re la t i onsh ip  invo lv ing  
th ree  essen t ia l  pa r t i es :  the  bus iness  reques t ing  the  loan ,  the  lend ing  
i ns t i t u t i on ,  and  an  accoun tan t .  Ana lyz ing  the  pe rcep t ions  o f  each  o f  the  
th ree  pa r t i es  i n  th i s  work ing  re la t i onsh ip  p rov ides  va luab le  i ns igh t  to  
the  func t ions ,  the  needs ,  and  the  d i f f i cu l t i es  encoun te red  i n  th i s  
comp lex  re la t i onsh ip .  
In  a  s tudy  comp le ted  i n  summer  1982 ,  researchers  G ianche t ta ,  
B ragg ,  and  Jackson  su rveyed  bo th  lenders  and  CPAs t o  ascer ta in  the  
pe rcep t ions  each  p ro fess ion  had  o f  the  o the r  wh i le  work ing  
s imu l taneous ly  w i th  bus iness  c l i en ts . '  The  recen t l y -comp le ted  s ta te ­
w ide  su rvey  o f  311  sma11-bus iness  owners /managers  ana lyzes  the  
pe rcep t ions  o f  the  sma11-bus iness  c l i en t  i n  work ing  w i th  bo th  the  
accoun tan t  and  the  banker .  I t  shou ld  be  emphas ized  tha t  t h i s  su rvey  
measures  c l i en t  pe rcep t ions ,  and  tha t  these  pe rcep t ions  shou ld  be  
c r i t i ca l  to  bo th  the  lender  and  the  accoun tan t  i n  se rv i c ing  the  sma l l -
bus  i  ness  c l i  en t .  
' t a r r y  G ianche t ta ,  Rober t  B ragg ,  T imothy  Jackson ,  "Lenders ,  
CPAs ,  and  Bus iness  Loans , "  Montana Business Quarterly, Summer  1982 ,  
pp .  28 -30 .  
2  
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Methodo logy  (Summar ized)  
To  s tudy  the  pe rcep t ions  o f  the  sma l1 -bus iness  c l i en t ,  a  
rep resen ta t i ve  random samp le  o f  sma l l  bus inesses  was  d rawn f rom a  s ta te -
3  
w ide  l i s t i ng  o f  Mon tana  sma l1 -bus iness  es tab l i shments .  A  pe rsona l i zed  
l e t te r  was  then  sen t  t o  the  owner /p res iden t  o f  each  o f  the  se lec ted  
f i rms ,  exp la in ing  the  na tu re  and  impor tance  o f  the  s tudy  and  ask ing  fo r  
the  owner ' s  coopera t ion  i n  comp le t ing  a  te lephone  in te rv iew.  (See  
Append ix  A  [ p .  ^1 ]  f o r  a  copy  o f  t h i s  l e t te r . )  
Response  t o  the  te lephone  su rvey  was  ove rwhe lm ing  as  ev idenced  by  
a  97  pe rcen t  response  ra te .  Mos t  f i rms  con tac ted  ac tua l l y  seemed eager  
t o  pa r t i c ipa te  i n  the  s tudy .  Of  t he  311  responden ts  comp le t ing  the  
su rvey :  80  pe rcen t  were  owners  o f  the  f i rm ,  10  pe rcen t  were  genera l  
managers ,  and  the  rema in ing  10  pe rcen t  were  sc reened  as  qua l i f i ed  to  
d i scuss  the  f i nanc ia l  s ta tus  and  dea l ings  o f  the  f i rm .  A copy  o f  the  
ques t ionna i re  used  i s  found  i n  Append ix  B  (p .  k3 ) •  The  response  ra te  
o f  97  pe rcen t  p rov ides  a  s ta t i s t i ca l l y  sound  samp le -base  fo r  ana lys i s .  
2  
For  a  comp le te  d i scuss ion  o f  the  methodo logy  emp loyed  see  
SECTION IV :  COMPLETE METHODOLOGY.  
^The  l i s t i ng  o f  sma l l  bus iness  es tab l i shments  th roughou t  Mon tana  
was  p rov ided '  by  the  Sma l l  Bus iness  Admin is t ra t i on ,  He lena ,  Mon tana .  
SECTION I  I  
SUMMARY OF FINDINGS 
h 
SUMMARY OF F INDINGS 
Overa l l ,  sma l1 -bus iness  owners  were  ve ry  pos i t i ve  abou t  t he i r  
re la t i onsh ip  w i th  bo th  lenders  and  CPAs ,  and  ve ry  pos i t i ve  abou t  the  
i n te r rac t ion  they  had  observed  be tween  the i r  accoun tan t  and  the i r  
banker .  Mos t  s ign i f i can t l y ,  these  owners  saw the  accoun tan t  ra the r  
than  the  banker  as  t he i r  p r imary  f i nanc ia l  adv iso r ,  concur r ing  w i th  
s im i la r  observa t ions  o f  the  lender  and  CPA su rveys  comp le ted  ea r l i e r . '  
Summary  o f  Samp le  Charac te r i s t i cs  
Approx imate ly  80  pe rcen t  o f  the  sma l1 -bus inesses  su rveyed  were  
re ta i l  o r  se rv i ce - re la ted  f i rms ;  c lose ly  co r re la ted  w i th  s ta te -w ide  
2 
bus iness  pa t te rns  as  measured  by  s ta te  and  coun ty  census  s ta t i s t i cs .  
A lmos t  ha l f  o f  these  f i rms  were  be tween  3  and  10  years  o ld ,  and  had  
e i the r  1 o r  2  f u l l - t ime  emp loyees .  These  bus inesses  a l so  re l i ed  heav i l y  
on  pa r t - t ime  personne l ,  t he  ma jo r i t y  (80  pe rcen t )  emp loy ing  1  o r  2  
pa r t - t ime  persons .  Near l y  one- fou r th  o f  the  f i rms  su rveyed  repor ted  
to ta l  sa les  o f  $100 ,000  to  $250 ,000  fo r  1982 .  Tab le  1  (p .  6 )  p rov ides  
a  c o m p l e t e  b r e a k d o w n  o f  t h e  s a m p l e  c h a r a c t e r i s t i c s ,  w h i l e  E x h i b i t s  1 ,  I I ,  
111 ,  and  IV  (pp .  7 ,  8 ,  9 ,  and  10  respec t i ve l y )  g raph ica l l y  i l l us t ra te ;  
'See  La r ry  G ianche t ta  and  T imothy  Jackson ,  "A  S tudy :  Mon tana  
CPA/Lender  A t t i t udes  (p r in ted  by  Mon tana  CPAs and  Mon tana  Bankers  
Assoc ia t ion ) ,  Summer  1982 ,  
2 
See SECTION IV ,  Par t  5 ,  "Samp le  Va l ida t ion , "  f o r  a  compar i son  o f  
s ta te  and  samp le  cha rac te r i s t i cs .  
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TABLE 1 
SUMMARY OF SAMPLE CHARACTERISTICS 
(B ased on 311 respondents)  
Type of  Business  I I .  Years  Exis ted Under  Current  Manager  
Less than 3 years . 10% 
Servi c e  . . . .  21% 
6 to 10 years . . , . 
Wholesale . . . . . . 7% 11 to 15 years . . 
Manufacturing . . . .  2% More than 25 years 
I I I  Number of  Employees 
F ul l - t ime Part- t ime-
1  pers o n  . . . .  . . .  32% 1 person 
2 14% 
3 . . 
4 to 5  . . . .  . 4 to 5 9% 
6  to 1 0  . . . .  . . . 11% 6 to 10 
11 to 15 . . .  . n to 15 
16 t o  2 0  . . .  . . . . 5% 16 to 20 
More than 20 . . More than 20 . . . . 
IV.  Total  Dollar  Sales  in  1982 
Less than $25,000 3% 
$25,000 to $50,000 6% 
$50,000 to $100,000 15% 
$100,000 to $250,000 24% 
$250,000 to $500,000 15% 
$500,000 to $1 million 127o 
More than $1 miltion 127o 
Dealined to answer 9% 
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(1 )  the  t ypes  o f  f i rms  su rveyed ,  
(2 )  t he  age  o f  the  f i rms  su rveyed ,  
(3 )  the  number  o f  emp loyees  pe r  f i rm ,  and  
(4 )  t o ta l  do l l a r  sa les  fo r  1982  pe r  f i rm .  
The  Sma l1 -Bus iness  F i rm 's  Re la t ionsh ip  
w i th  Lend ing  Ins t i t u t i ons  
The  overwhe lm ing  ma jo r i t y  o f  the  f i rms  su rveyed  (97  pe rcen t )  
u t i l i zed  banks  (as  opposed  to  sav ings  and  loans  o r  c red i t  un ions )  as  
t he i r  p r imary  f i nanc ia  1 / Iend ing  i ns t i t u t i on ,  c i t i ng  (1 )  pas t  exper ience  
w i th  a  pa r t i cu la r  bank ,  and  (2 )  l oca t ion ,  as  s ign i f i can t  fac to rs  In  
se lec t ing  a  bank  and  banker .  
Overa l l ,  responden ts  f e l t  tha t  t he i r  bankers  were :  he lp fu l ,  
coopera t i ve ,  easy  to  ta l k  w i th ,  and  pos i t i ve  i n  the i r  a t t i t ude .  Mos t  
f e l t  tha t  the  banker  func t ioned  i n  the  bes t  i n te res ts  o f  the  sma l l -
bus iness  f i rm .  No t  su rp r i s ing ly ,  i n te res t  ra tes  charged  were  no ted  by  
responden ts  as  the  mos t  nega t i ve  fac to r  encoun te red  i n  the i r  bank ing  
re la t  i onsh  i  p .  
In  add i t i on ,  responden ts  i nd ica ted  tha t  t he i r  bankers  were  
genera l l y  qu i te  spec i f i c  i n  reques t ing  f i nanc ia l  i n fo rmat ion  to  
eva lua te  the  f i rm 's  f i nanc ia l  s ta tus ,  mos t  o f ten  reques t ing  income 
s ta tements  and /o r  ba lance  shee ts .  
The  Sma l1 -Bus iness  F i rm 's  Re la t ionsh ip  
w i th  Accoun t ing  F i rms  
The  ma jo r i t y  o f  sma l1 -bus iness  f i rms  su rveyed  (70  pe rcen t )  d id  
a l l  o r  mos t  o f  t he i r  accoun t ing  i n te rna l l y .  Those  f i rms  us ing  ou ts ide  
accoun tan ts  (30  pe rcen t )  genera l l y  f e l t  tha t  t he i r  accoun tan ts  were  
1 2  
he lp fu l ,  exper ienced ,  pe rsona l l y  concerned ,  and  pos i t i ve  i n  the i r  
a t t i t ude .  No t  su rp r i s ing ly ,  cos ts  assoc ia ted  w i th  con t rac t ing  
accoun t ing  se rv i ces  were  no ted  as  the  p r imary  nega t i ve  fac to r  i n  th i s  
work ing  re la t i onsh ip ,  ana logous  to  the  i n te res t  ra tes  charged  by  
bankers .  
Responden ts  c i t ed  repu ta t ion  o f  the  accoun t ing  f i rm  (o r  
repu ta t ion  o f  an  i nd iv idua l  accoun tan t  w i th in  the  f i rm) ,  and  re fe r ra l  
by  a  bus iness  o r  pe rsona l  co l l eague  as  the  two  mos t  s ign i f i can t  fac to rs  
i n  se lec t ing  an  ou ts ide  accoun tan t ,  o r  accoun t ing  f i rm .  
Tab le  2  (p .  13 )  compara t i ve l y  summar izes  the  sma11-bus iness  f i rm 's  
percep t ions  o f  bo th  i t s  banker  and  i t s  CPA,  o f fe r ing  a  more  comp le te  
b reakdown o f ;  ( l )  fac to rs  c i ted  in  se lec t ing  a  banker  and  CPA,  (2 )  the  
c l i en t ' s  pe rcep t ion  o f  the  banker ' s  and  CPA 's  genera l  a t t i t ude  as  i t  
re la tes  to  h i s  bus iness ,  and  (3 )  t ha t  wh ich  the  c l i en t  l i ked  mos t  and  
l eas t  abou t  bo th  h i s  accoun tan t  and  h i s  banker .  
Severa l  compar i sons  de l i nea ted  i n  Tab le  2  deserve  spec ia l  emphas is  
he re :  
1. Factors cited in seteating an outside aaaountant and a 
hankev . . . 
i nd i ca te  tha t  the  fac to rs  mos t  i n f l uenc ing  the  se lec t ion  
o f  an  accoun tan t  o r  banker  a re  genera l l y  reve rsed  fo r  the  
two  p ro fess ions .  Repu ta t ion  and  re fe r ra l  a re  impor tan t  
f ac to rs  i n  se lec t ing  an  accoun tan t ,  whereas  l oca t ion  i s  
less  impor tan t .  I n  choos ing  a  banker ,  l oca t ion  i s  tw ice  
as  impor tan t  as  repu ta t ion  and  re fe r ra l .  Cos ts ,  however ,  
a re  the  l eas t  impor tan t  f ac to r  i n  se lec t ing  e i the r  a  
banker  o r  an  accoun tan t .  
TABLE 2 
SELECTION FACTORS, ATTITUDES, STRENGTHS AND WEAKNESSES 
I .  Factors  c i ted in  select ing .  .  
An Outside Accountant  A Banker  
Reputation 27% 
Referral 
General services 
Loaat i o n  . . . .  
Taxes . . . . .  
Cos ts 
26% 
9% 
7% 
S% 
S% 
Always done business there .... 24%, 
Loaation 18%> 
General services 97^ 
Referral 9% 
Reputation 5% 
Costs (Interest Rate) 2% 
I I .  The small-business  owner 's  feel ings about  .  .  .  
The accountant ' s  a t t i tude The banker 's  a t t i tude 
Good attitude . ... . Good attitude 
Professional Well-informed 
. 7% Little concern 
TOTAL OF 73% POSITIVE TOTAL OF 60% POSITIVE 
I I I .  What  the  small-business  owner  l iked 
His  accountant  
Experienced 29% 
Personal oonaem . .... 23% 
Availability 12% 
Promptness 7% 
Honesty 77a 
MOST about  .  .  .  
His  banker  
Cooperative 2 7% 
Easy to talk with lS7s 
Firm's best interest 17%, 
Availability 10% 
Competency 5% 
IV.  What  the small-business  owner  l iked LEAST about  .  .  .  
His  accountant  His  banker  
Costs too high 25% (Interest Rates) 12'/, 
Slow to complete work , , 8%> Little concern .9% 
Distance 6% Uncooperative 97c 
Doesn't apply 43% Hot knowledgeable 3% 
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I I .  T h e  s m a l t - b u s i n e s s  o w n e r ' s  f e e l i n g s  a b o u t  t h e  a a a o u n t a n t ' s  
attitude and the banker's attitude . . . 
i nd i ca te  tha t  the  sma11-bus iness  c l i en t ' s  fee l i ngs  abou t  
each  o f  these  p ro fess iona ls  ( re la t i ve  to  the i r  work ing  
re la t i onsh ips )  a regenera l l y  ve ry  pos i t i ve  .  .  .  ,  i . e . ,  
73  pe rcen t  pos i t i ve  i n  the  case  o f  the  accoun tan t  and  
60  pe rcen t  pos i t i ve  i n  the  case  o f  the  banker .  
I I I .  What the small-business ohmev liked MOST about his 
aacountant and his banker . . . 
emphas izes  tha t  the  c l i en t  va lues  h i s  accoun tan t ' s  
exper ience  and  pe rsona l  concern  above  o the r  a t t r i bu tes .  
Converse ly ,  he  f i nds  h i s  banker  coopera t i ve  and  easy  
to  ta l k  w i th ,  o f fe r ing  tha t  h i s  banker  seems to  ho ld  the  
f i rm 's  bes t  i n te res ts  paramoun t .  
IV. What the small-business owner liked LEAST about his 
acoountant and his banker . . . 
i l l us t ra tes  tha t  the  sma11-bus iness  c l i en t  i s  mos t  
concerned  w i th  the  cos t  o f  do ing  bus iness  w i th  bo th  
p ro fess iona ls  (as  m igh t  have  been  an t i c ipa ted ) ;  c i t i ng  
h igh  cos ts  as  the  p r imary  d i sadvan tage  to  do ing  bus iness  
w i th  h i s  accoun tan t  and  i n te res t  ra tes  as  the  p r imary  
d i sadvan tage  i n  the  f i rm 's  bank ing  re la t i onsh ip .  Th is  
p rov ides  a  d i rec t  con t ras t  t o  the  i ns ign i f i cance  o f  the  
cos t  fac to r  i n  se lec t ing  e i the r  an  accoun tan t  o r  a  banker .  
The  Overa l l  Lender /CPA/Sma11-Bus iness  
I  n te r re la t  i onsh  i  p  
In  d i scuss ing  the i r  work ing  re la t i onsh ip  w i th  bo th  the i r  ou ts ide  
accoun tan t  and  the i r  banker ,  t he  ma jo r i t y  o f  sma11-bus iness  owners  saw 
the  accoun tan t :  (1 )  as  t he i r  p r imary  f i nanc ia l  adv iso r ,  (2 )  as  be ing  
more  he lp fu l  than  the  banker  i n  p rov id ing  f i nanc ia l  adv ice ,  and  (3 )  as  
be ing  more  tho rough  i n  requ i r i ng  more  comp le te  and  more  de ta i l ed  
f i nanc ia l  s ta tements .  Tab le  3  (p .  15 )  p rov ides  a  summary  o f  the  
ques t ions  asked  and  the  responses  ob ta ined  on  these  i ssues .  
TABLE 3 
FINANCIAL ADVICE, ASSISTANCE, AND THOROUGHNESS 
I .  Respondents  were asked--"Who do you see as  your  pr imary f inancial  advisor-
your  accountant  or  your  banker? 
47%—saw the accountant as their primary financial advisor. 
277a—saw the banker as their primary financial advisor. 
10%—saw both as equally fulfilling this role. 
I I .  Respondents  were asked--"When you need f inancial  advice for  your  business ,  
would you say that  you get  MORE help from your  accountant  or  from your  
banker  ? 
53"—saw their accountant as most helpful. 
28%—saw their banker as most helpful. 
10%—saw both as equally helpful. 
I I I .  Respondents  were asked--"When you are  requested to  supply f inancial  
information,  would you say that  your  accountant  or  your  banker  requires  
more complete  and more detai led f inancial  s ta tements?"  
51%—said their accountant required more complete information. 
2S%—said their banker required more complete infoi'mation. 
12%—said both required equally complete information. 
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I t  I s  i n te res t ing  to  no te  tha t  wh i le  a lmos t  ha l f  o f  the  responden ts  
saw the  accoun tan t  as  t he i r  p r imary  f i nanc ia l  adv iso r ,  on ly  11  pe rcen t  
f e l t  they  were  rece iv ing  any  k ind  o f  management  ass i s tance  o r  f i nanc ia l  
counse l ing .  Th is  i ssue  i s  addressed  i n  SECTION I I I :  THE MAJOR ISSUES;  
OBSERVATIONS AND RECOMMENDATIONS.  
To  s tudy  the  sma l l -bus iness  c l i en t ' s  pe rcep t ion  o f  the  
re la t i onsh ip  be tween  h i s  banker  and  h i s  ou ts ide  accoun tan t ,  a  se r ies  
o f  ques t ions  was  asked  w i th  the  resu l t i ng  observa t ions .  Approx imate ly  
one- fou r th  o f  the  sma11-bus iness  owners  su rveyed  had  been  i n  a  pos i t i on  
requ i r i ng  tha t  the  f i rm 's  banker  and  the  f i rm 's  ou ts ide  accoun tan t  work  
toge the r  concern ing  the  f i rm 's  bus iness .  The  ma jo r i t y  o f  these  
responden ts  (80  pe rcen t )  commented  tha t  the i r  banker  and  accoun tan t  had  
worked  we l l  t oge the r ,  w i th  on ly  6  pe rcen t  repor t i ng  any  nega t i ve  
pe rcep t ions  o f  th i s  re la t i onsh ip .  
U t i l i za t ion  o f  F inanc ia l  I n fo rmat ion  
When ques t ioned  as  t o  the  t ypes  o f  f i nanc ia l  i n fo rmat ion  used  
mos t  o f ten  i n  the  da i l y  opera t ion  o f  the i r  bus iness ,  owners  l i s ted  cash  
rece ip ts ,  i nven to ry  l eve ls ,  p ro f i t / l oss  s ta tements ,  accoun ts  rece ivab le ,  
and  budge t  compar i sons  as  the  t ypes  o f  da ta  used  mos t  f requen t l y .  
Exh ib i t  V  (p .  17 )  g raph ica l l y  de l i nea tes  these  da i l y  usage  pa t te rns .  
When  ques t ioned  as  to  the  t ypes  o f  accoun t ing  se rv i ces  used ,  
owners  i nd ica ted  tha t  two- th i rds  o f  a l l  ou ts ide  accoun t ing  se rv i ces  
u t i l i zed  were  o f  a  requ i red  na tu re  ( I . e . ,  tax - re tu rn  p repara t ion ,  
tax -p lann ing ,  and  f i nanc ia l  s ta tement  p repara t ion ) .  Converse ly ,  l ess  
than  35  pe rcen t  o f  the  se rv i ces  used  were  ana ly t i ca l  In  na tu re  (such  as  
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f i nanc ia  1 - ra t l o  ana lys i s ,  cash- f l ow  ana lys i s ,  income p ro jec t ions  o r  
management  ass i s tance) .  Exh ib i t  V I  (p .  19 )  summar izes  bo th  requ i red  
and  ana ly t i ca l  se rv i ces  used .  
When  ques t ioned  as  to  the  t ype  o f  f i nanc ia l  i n fo rmat ion  usua l l y  
reques ted  by  the i r  banker ,  ove r  ha l f  o f the  responden ts  repor ted  tha t  
income s ta tements  and  ba lance  shee ts  were  reques ted .  Ano ther  25  pe rcen t  
i nd ica ted  tha t  t he i r  banker  reques ted  e i the r  cash- f l ow  s ta tements ,  o r  
sa les  p ro jec t ions ,  wh i le  on ly  10  pe rcen t  repor ted  tha t  the i r  banker  
reques ted  any  t ype  o f  f i nanc ia l - ra t i o  ana lys i s .  Exh ib i t  V l i  (p .  20 )  
summar izes  the  t ypes  o f  f i nanc ia l  da ta  reques ted  by  bankers .  
Over  75  pe rcen t  o f  the  responden ts  were  un fami l i a r  w i th  the  
te rms  comp i la t i on  and  rev iew as  methods  o f  p repar ing  f i nanc ia l  s ta tements  
and  on ly  \ k  pe rcen t  o f  the  to ta l  samp le  had  used  comp i la t i on  and /o r  
rev iew.  These  s ta t i s t i cs  shou ld  p rov ide  an  educa t iona l  cha l lenge  to  the  
CPA t o  fami l i a r i ze  the  c l i en t  w i th  such  op t ions  and  se rv i ces .  
Responden t  Comprehens ion  o f  F inanc ia l  
S ta tements / In fo rmat  i on  
When ques t ioned  as  to  the i r  l eve l  o f  unders tand ing  o f  the  
f i nanc ia l  s ta tements ,  ove r  90  pe rcen t  o f  the  responden ts  i nd ica ted  
tha t  they  " fu l l y  unders tood"  (37  pe rcen t )  o r  "unders tood  mos t "  
(55  pe rcen t )  o f  the i r  p repared  f i nanc ia l  s ta tements .  The  reader  i s  
cau t ioned  tha t  the  de f in i t i on  and  i n te rp re ta t ion  o f  the  concep t  
"unders tand ing"  can  va ry  d ramat i ca l l y  be tween  i nd iv idua ls  .  .  .  
par t i cu la r l y  be tween  pe rsons  w i th  d i f f e ren t  p ro fess iona l  o r ien ta t ions  
such  as  the  CPA and  the  sma l1 -bus iness  c l i en t .  The  sma l l -bus iness  
owner ' s  pe rcep t ion  o f  "unders tand ing"  may  s imp ly  en ta i l  a  recogn i t i on  o f  
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bas ic ,  c r i t i ca l  accoun t ing  f i gu res  such  as  "ne t  i ncome, "  and  "cash  
ba lance , "  whereas  the  accoun tan t ' s  i n te rp re ta t ion  o f  "unders tand ing"  
genera l l y  encompasses  a  more  tho rough  ana lys i s  o f  the  da ta  p rov ided  
w i th in  the  s ta tements .  i n  rea l i t y ,  the re fo re ,  the  sma11-bus iness  
owner  may  no t  unders tand  the  f i nanc ia l  s ta tements  near l y  as  we l l  as  
he  t h i  nks  he  does .  
Responden ts  genera l l y  f e l t  tha t  t he i r  accoun tan t  exp la ined  these  
s ta tements  e i the r  f u l l y  (68  pe rcen t )  o r  a t  l eas t  somewhat  (19  pe rcen t ) ;  
i nd i ca t ing  tha t  such  exp lana t ion  o f  the  s ta tements  was  ve ry  impor tan t  
(72  pe rcen t )  o r  a t  l eas t  somewhat  Impor tan t  (12  pe rcen t ) .  
Aga in ,  the  reader  i s  cau t ioned  tha t  the  above  f i gu res  re f l ec t  
responden t  pe rcep t  i ons .  The  c l i en t  may  fee l  t ha t  the  s ta tements  have  
been  adequa te ly  exp la ined ,  bu t  aga in  the  te rm "exp lana t ion "  may  be  
sub jec t  t o  i n te rp re ta t ion .  In  e f fec t ,  the  sma11-bus iness  c l i en t  may  
rece ive  an  exp lana t ion  tha t  he  cons ide rs  su f f i c ien t  bu t  ye t  l acks  dep th  
and  i n te rp re ta t ion .  
Workshop /Seminar  A t tendance  
Responden t  i n te res t  i n  workshops  and  seminars  was  exp lo red ,  
revea l ing  tha t  ove r  two- th i rds  o f  the  sma11-bus iness  responden ts  
i n te rv iewed  had  no t  a t tended  (o r  had  a  rep resen ta t i ve  a t tend)  a  seminar  
o r  workshop  o f  any  k ind  w i th in  the  pas t  two  years .  O f  the  37  pe rcen t  
who  had  a t tended  any  k ind  o f  seminar /workshop ,  rough ly  ha l f  (o r  
20  pe rcen t  o f  the  en t i re  samp le  o f  311)  had  pa r t i c ipa ted  in  f i nanc ia l  
t ypes  o f  workshops /seminars  where  the  p r imary  a reas  o f  i n te res t  were :  
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bas ic  accoun t ing ,  taxes  and  compute r  app l i ca t ions .  Exh ib i t  V l l l  
(p .  23 )  summar izes  workshop /seminar  a t tendance  pa t te rns .  
Sponsorsh ip  o f  f i nanc ia l  workshops  was  as  fo l l ows :  
— 25  pe rcen t  were  sponsored  by  un ive rs i t i es  and  co l l eges  
{ ]h  pe rcen t  by  the  Un ive rs i t y  o f  Mon tana) ,  
- -  12  pe rcen t  were  sponsored  by  banks ,  
- -  10  pe rcen t  were  sponsored  by  l oca l  chambers ,  
- -  10  pe rcen t  were  sponsored  by  the  IRS,  wh i le  on ly  
— 3  pe rcen t  were  sponsored  by  CPA soc ie t i es .  
Responden ts  were  su rp r i s ing ly  nega t i ve  as  to  the  va lue  and  
use fu lness  o f  po ten t ia l ,  f u tu re  workshops .  Th is  may  be  due  i n  pa r t  t o :  
( 1 )  var ious  cos ts  i ncu r red  i n  a t tend ing  workshops ,  ( 2 )  t he  inconven ience  
and  imprac t i ca l i t y  o f  spend ing  t ime  away  f rom the  bus iness  (pa r t i cu la r l y  
app l i cab le  i n  the  ve ry  sma l l  one-  o r  two-persons  f i rms ,  (3 )  t he  qua l i t y  
o f  workshops  a t tended  i n  the  pas t ,  and  {k )  the  nega t i ve ly  pe rce ived  
va lue  o f  workshops  i n  genera l .  The  a rea  o f  workshop  a t tendance  i s  one  
tha t  shou ld  de f in i te l y  be  addressed  i n  a  subsequen t ,  separa te  s tudy  
s ince  i t  i s  beyond  the  des igna ted  scope  o f  th i s  s tudy .  
For  those  responden ts  who  saw mer i t  and  expressed  i n te res t  i n  
fu tu re  workshops  (h5  pe rcen t  o f  the  en t i re  3H- responden t  samp le ) ,  t he  
ma jo r i t y  were  i n te res ted  i n :  taxes ,  bas ic  accoun t ing ,  f i nanc ia l  
s ta tement  ana lys i s ,  cash- f l ow  ana lys i s ,  sma l1 -bus iness  p rocedures ,  and  
compute r  app l i ca t ions  o f  accoun t ing  p rocedures .  Perce ived  va lue  o f  
fu tu re  f i nanc ia l  seminars  and  top ics  v iewed  as  po ten t ia l l y  he lp fu l  i n  
fu tu re  seminars  a re  g raph ica l l y  i l l us t ra ted  in  Exh ib i t  IX  (p .  2^ ) .  
SEMINAR-WORKSHOP ATTENDANCE PATTERNS 
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Compute r  U t i l i za t ion  
Twenty -one  pe rcen t  o f  the  to ta l  samp le  (311  sma l l -bus iness  owners )  
i nd ica ted  tha t  the  f i rm  cu r ren t l y  used  a  compute r  i n  some capac i t y ,  
wh i le  25  pe rcen t  o f  the  to ta l  samp le  had  a t  l eas t  a t tended  a  seminar  
on  the  use  o f  compute rs  i n  bus iness  app l i ca t ions .  The  reader  w i l l  reca l l  
t ha t  t h i s  25  pe rcen t  compute r -seminar  a t tendance  i s  h igher  than  the  
20  pe rcen t  f i nanc ia l - seminar  a t tendance  no ted  ea r l i e r .  
Reg iona l l y -Segmented  Pa t te rns  
To  de te rm ine  i f  any  o f  the  pe rcep t ions  and  pa t te rns  p resen ted  
thus  fa r  d i f f e red  by  a rea ,  reg iona l l y -segmented  da ta  was  ana lyzed ;  
y ie ld ing  on ly  two  d i s t i nc t  va r ia t i ons  i n  a t t i t ude  as  based  on  l oca t ion ;  
1 )  On  the  average ,  more  pe rsons  i n  M issou la  and  Grea t  Fa l l s  had  
a t tended  f i nanc ia l  seminars  than  sma11-bus iness  owners  o r  rep resen ta t i ves  
i n  o the r  pa r t s  o f  the  s ta te .  
2 )  On the  average ,  more  f i rms  i n  the  M issou la  a rea  had  used  
Comp i la t i on /Rev iew p rocedures  than  sma11-bus iness  f i rms  i n  o the r  pa r t s  
o f  the  s ta te .  
SECTION I  I  I  
THE MAJOR ISSUES:  
OBSERVATIONS AND RECOMMENDATIONS 
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THE MAJOR ISSUES:  
OBSERVATIONS AND RECOMMENDATIONS 
The  ma jo r  observa t ions  resu l t i ng  f rom th i s  s tudy  revo lve  a round  
two  p r imary  i ssues :  
(1 )  The  na tu re  o f  the  f i nanc ia l  da ta  reques ted  and  used  by  the  
lender  and  the  sma l1 -bus iness  c l i en t  i n  the  opera t ion  o f  the i r  bus inesses  
-  and  -
(2 )  The  ques t ion  o f  who  shou ld  se rve  as  p r imary  f i nanc ia l -
adv iso r  t o  the  sma l1 -bus iness  c l i en t .  
Commun ica t ion  d i f f i cu l t i es ,  educa t iona l  respons ib i l i t i es  and  
p ro fess iona l  cha l lenges  a re  a l so  d iscussed  he re  as  secondary  i ssues .  
The  Na tu re  o f  F inanc ia l  Da ta  
Reques ted  and  Used  
I t  was  no ted  ea r l i e r  tha t  mos t  sma11-bus iness  owners  tended  to  
have  on ly  the  requ i red  t ypes  o f  accoun t ing  se rv i ces  ( i . e . ,  s ta tement  
p repara t ion ,  tax  p repara t ion ,  and  tax  p lann ing )  pe r fo rmed .  I t  i s  th i s  
au tho r ' s  op in ion  tha t  a  wea l th  o f  underu t i l i zed  in fo rmat ion  ( i . e . ,  the  
more  ana ly t i ca l  t ypes  o f  se rv i ces )  i s  po ten t ia l l y  ava i l ab le  to  the  
sma11-bus iness  c l i en t  and  tha t  the  use  o f  such  i n fo rmat ion  cou ld  
s ign i f i can t l y  enhance  the  opera t ion  and  p ro f i t ab i l i t y  o f  the  bus iness .  
The  sma l1 -bus iness  c l i en t ' s  use  o f  t h i s  t ype  o f  da ta  cou ld  a l so  
bene f i t  bo th  the  lender  and  the  CPA.  Fo r  the  banker  i t  wou ld  p rov ide  
more  pe r t i nen t  da ta  by  wh ich  to  eva lua te  the  f i nanc ia l  s ta tus  o f  a  
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f i rm  in  g ran t ing  o r  se rv i c ing  a  l oan ,  and  wou ld  the re fo re  inc rease  the  
qua l i t y  o f  the  loans  ex tended .  Even  f o r  those  f i rms  o f fe r ing  co l l a te ra l  
subs tan t ia l  enough  to  fu l l y  secure  the  loan ,  the  use  o f  th i s  da ta  cou ld  
m in im ize  the  t ime ,  cos ts ,  and  l oss  o f  good-w i l l  i nvo lved  i n  fo rec losu re  
p roceed ings  o r  l oan- renego t ia t i ons .  I n  the  case  o f  the  l a t te r ,  
renego t ia t i ng  an  ou ts tand ing  loan  to  a  l ower  d i scoun t  ra te ,  fo rces  the  
lend ing  i ns t i t u t i on  to  accep t  a  sma l le r  re tu rn  on  i t s  commi t ted  
i  nves tmen ts .  
The  CPA wou ld  bene f i t  f rom the  sma11-bus iness  c l i en t ' s  use  o f  the  
more  ana ly t i ca l  t ypes  o f  accoun t ing  se rv i ces  s ince  th i s  wou ld  enab le  the  
CPA t o  move  towards  a  d i f f e ren t  "marke t  o f  se rv i ces , "  o the r  than  the  
" requ i red  se rv i ces "  marke t  i n  wh ich  the  CPA p redominan t l y  func t ions  and  
competes  a t  the  cu r ren t  t ime .  
Ge t t i ng  the  c l i en t  to  rea l i ze  the  va lue  o f  the  more  ana ly t i ca l  
t ypes  o f  se rv i ces  and  ge t t i ng  tha t  c l i en t  to  reques t  and  use  such  da ta ,  
p resen ts  the  g rea tes t  cha l lenge  to  bo th  the  lender  and  the  accoun tan t .  
I t  seems h igh ly  un l i ke l y  tha t  the  bus iness  c l i en t  wou ld  rea l i ze  the  
po ten t ia l  va lue  o f  the  add i t i ona l  p repara to ry  and  consu l ta t i ve  hours  
un less  he  had  p rev ious ly  been  exposed  to  such .  He  wou ld  mos t  l i ke l y  
cons ide r  on ly  the  add i t i ona l  cos ts  i nvo lved ,  and  be  hes i tan t  to  incu r  
such  cos ts .  
Bo th  the  lender  and  the  accoun tan t  need  to  encourage  the  sma l l -
bus iness  c l i en t ' s  use  o f  ana ly t i ca l  t ypes  o f  da ta .  The  CPA needs  t o  
aggress ive ly  marke t  those  ana ly t i ca l  se rv i ces  to  the  c l i en t  .  .  .  
s imu l taneous ly  s t ress ing  the i r  po ten t ia l  bene f i t .  The  l ender  cou ld  
p lay  a  pa r t  i n  i n i t i a t i ng  the  use  o f  ana ly t i ca l  t ypes  o f  f i nanc ia l  
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serv i ces  by  requ i r i ng  o r  a t  l eas t  reques t ing  th i s  t ype  o f  da ta  more  
o f ten .  A  fo rma l i zed  requ i rement  wou ld  obv ious ly  have  to  be  un i fo rm ly  
es tab l i shed  among  l oca l  banks  as  an  accep ted  code  o f  p rac t i ce  to  be  
e f fec t  i  ve .  
Mos t  s ign i f i can t l y ,  bo th  the  lender  and  the  CPA shou ld  emphas ize  
fu tu re -o r ien ted  types  o f  ana ly t i ca l  se rv i ces ,  i . e . ,  p ro  fo rma s ta tements ,  
p ro jec t ions ,  and  ove ra l l  l ong- range  p lann ing .  T rend  ana lys i s  o f  da ta  
as  opposed  to  the  s ta t i c  ana lys i s  o f  on ly  the  cu r ren t  s i tua t ion  i s  o f  
course  c r i t i ca l  to  accura te  i n te rp re ta t ion  o f  p resen t  f i nanc ia l  s ta tus  
and  fu tu re  p ro f i t  po ten t ia l .  
The  C l ien t ' s  Comprehens ion  o f  
F inanc ia l  Da ta  Rece ived  
The  c l i en t  wou ld  undoub ted ly  see  g rea te r  va lue  i n  the  accoun t ing  
se rv i ces  he  does  rece ive ,  i f  he  f u l l y  unders tood  h i s  p repared  s ta tements .  
A l though  the  ma jo r i t y  o f  responden ts  f e l t  they  ' ' unders tood"  t he i r  
s ta tements ,  t he  ma jo r i t y  o f  l enders  and  CPAs f e l t  the  sma11-bus iness  
c l i en t  d id  NOT unders tand  these  s ta tements . '  Th is  apparen t  d i sc repancy  
p robab ly  i nvo lves  a  " f rame-o f - re fe rence"  o r  "1eve l -o f -unders tand ing"  
d i f f e ren t ia l .  As  no ted  ea r l i e r ,  va r ious  leve ls  o f  unders tand ing  can  
eas i l y  ex i s t  among  i nd iv idua ls  o f  d i f f e ren t  p ro fess iona l  o r ien ta t ions .  
When the  sma11-bus iness  c l i en t  repor ts  tha t  he  unders tands  h i s  
f i nanc ia l  s ta tements ,  he  may  s imp ly  be  re fe r r i ng  to  key  f i gu res  such  
as  "ne t  income, "  o r  "cash  ba lance . "  Wh i le  f u l l y  comprehend ing  these  
^Lar ry  G ianche t ta  and  T imothy  Jackson ,  "A  S tudy :  Mon tana  CPA/  
Lenders  A t t i t udes , "  (p r in ted  by  Mon tana  CPAs and  Mon tana  Bankers  
Assoc ia t ion ) ,  Summer  1982 .  
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s ta t i s t i cs ,  f ie  may  we l l  l ack  the  i n te rp re t i ve  ab i l i t y  to  g rasp  the  f u l l  
mean ing  o f  the  da ta  con ta ined  w i th in  these  s ta tements .  
The  accoun tan t  and  the  banker  shou ld  be  aware  o f  t h i s  l eve l -o f -
unders tand ing  d i f f e ren t ia l ,  where  the  f i nanc ia l  p ro fess iona l ' s  f rame-o f -
re fe rence  d i f f e rs  d ramat i ca l l y  f rom tha t  o f  the  sma11-bus iness  c l i en t .  
C la r i f y ing  the  c l i en t ' s  Ieve l -o f -unders tand ing  cou ld  a l l ev ia te  po ten t ia l  
p rob lems  o f  m is in te rp re ta t ion  and  m iscommun ica t  i on  i n  se rv i c ing  the  
c I i  en t .  
I n te rp re ta t ion  o f  the  f i nanc ia l  s ta tement .  I t  wou ld  seem to  be  
the  CPA 's  respons ib i l i t y  to  conv ince  the  sma l1 -bus iness  c l i en t  o f  the  
necess i t y  and  po ten t ia l  bene f i t  o f  the  ex t ra  "consu l ta t i ve  do l l a r "  spen t  
t o  have  the  CPA f u l l y  exp la in  and  i n te rp re t  the  f i nanc ia l  s ta tements .  
Once  the  i n i t i a l  accoun t ing  work  i s  done  and  the  f i nanc ia l  s ta tements  
p repared ,  the  marg ina l  cos t  o f  hav ing  the  CPA spend  add i t i ona l  t ime  i n  
a  mean ing fu l  i n te rp re ta t ion  o f  the  da ta ,  wou ld  be  m in ima l  compared  to  
the  po ten t ia l  bene f i t .  
The  Ro le  o f  Pr imary  F inanc ia l  Adv iso r  
A  ma jo r  ques t ion  addressed  i n  th i s  su rvey  o f  sma11-bus iness  
owners  and  the  ea r l i e r  CPA and  l ender  su rveys ,  asked  each  o f  these  
th ree  pa r t i es  whom they  saw as  the  p r imary  f i nanc ia l  adv iso r  f o r  the  
sma11-bus iness  c l i en t .  A l l  t h ree  perce ived  the  CPA t o  be  the  mos t  
appropr ia te  p ro fess iona l  t o  f i l l  th i s  ro le ,  ye t  on ly  10  pe rcen t  o f  the  
sma11-bus iness  c l i en ts  in te rv iewed  fe l t  tha t  they  cu r ren t l y  rece ived  
any  t ype  o f  management  ass i s tance  o r  f i nanc ia l  counse l ing .  
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I t  i s  no t  the  i n ten t ion  o f  th i s  au tho r  t o  a f i x  respons ib i l i t y  fo r  
assuming  such  an  adv iso ry  ro le ,  bu t  ra the r  to  d i scuss :  (1 )  t he  bene f i t  
t o  a l l  th ree  pa r t i es  when  the  c l i en t  does  rece ive  the  appropr ia te  
f i nanc ia l  consu l ta t i on ,  and  (2 )  the  po ten t ia l  oppor tun i t y  ava i l ab le  to  
the  p ro fess iona l  who  does  choose  to  se rve  the  c l i en t  i n  th i s  ro le .  
Bas ica l l y ,  the  sma11-bus iness  rece iv ing  the  appropr ia te  f i nanc ia l  
counse l ing  i s  more  l i i <e ly  to  su rv i ve ,  p rosper ,  and  g row.  Th is  shou ld  
obv ious ly  be  the  u l t ima te  goa l  o f  a l l  th ree  pa r t i es ,  as  each  p rospers  
v ia  the  f i rm 's  success .  
I t  i s  the  op in ion  o f  th i s  au tho r  tha t  the re  i s  a  s ign i f i can t  
oppor tun i t y  ava i l ab le  to  the  p ro fess iona l  who  does  choose  to  assume th i s  
adv iso ry  ro le .  Lenders  cou ld  be  equa l l y  as  qua l i f i ed  as  CPAs t o  p rov ide  
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t h i s  se rv i ce  and  cou ld  p ropose  to  do  so  on  a  consu l ta t i ve - fee  bas is .  
The  ques t ion  o f  who  shou ld  se rve  as  the  p r imary  f i nanc ia l  adv iso r  
then  becomes  a  s i tua t iona l  ques t ion .  In  one  se t  o f  c i r cumstances  the  
accoun tan t  m igh t  bes t  f i l l  th i s  ro le ;  i n  ano ther  se t  o f  c i r cumstances  
the  lender  m igh t  be  bes t  qua l i f i ed  to  se rve  as  f i nanc ia l  consu l tan t  t o  
the  sma11-bus iness  c l i en t .  Loca t ion ,  f requency  o f  con tac t  w i th  the  
bus iness  i t se l f ,  t ra in ing  and  exper ience  o f  the  p ro fess iona ls  i nvo lved ,  
and  f am i l i a r i t y  w i th  the  c l i en t ' s  f i nanc ia l  h i s to ry  and  cu r ren t  s ta tus  
a re  a l l  va r iab les  to  be  cons ide red  i n  de te rm in ing  who  cou ld  bes t  se rve  
the  needs  o f  the  c l i en t  as  f i nanc ia l  adv iso r .  
Regard less  o f  wh ich  p ro fess iona l  assumes  t h i s  ro le  i n  ind iv idua l  
cases ,  bo th  the  lender  and  the  CPA have  a  shared  respons ib i l i t y  to  
2 
See Kay -Lu tz  R i t zhe imer  and  James  W.  Royan ,  "An  Ana lys i s  o f  
Commerc ia l  Bank ing , "  31  May  1983 .  (Typewr i t ten )  
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prov ide  the  sma l1 -bus iness  c l i en t  w i th  the  t ype  o f  t ime ly  f i nanc ia l  
adv ice  tha t  w i l l  u l t ima te ly  se rve  to  bene f i t  a l l  th ree  pa r t i es  .  .  .  the  
lender ,  the  accoun tan t  and  the  sma11-bus iness  c l i en t .  
Th is  shared  respons ib i l i t y  ex tends  to  educa t ing  the  sma11-bus iness  
c l i en t  i n  f i nanc ia l  ma t te rs  as  we l l .  A  tho rough  and  cand id  eva lua t ion  
o f  p ro fess iona l  pa r t i c ipa t ion  and  sponsorsh ip  o f  educa t iona l  ac t i v i t i es  
to  da te  shou ld  be  under taken  by  bo th  lenders  and  CPAs .  
As  d i scussed  ea r l i e r ,  the  sma11-bus iness  c l i en t  appears  skep t i ca l  
o f  the  va lue  o f  seminars  and  workshops .  Perhaps  bo th  o f  these  
p ro fess iona l  g roups  need  to  hones t l y  sc ru t in i ze  the  na tu re  o f  such  
p rog rams p resen ted  to  da te  to  de te rm ine  i f  these  workshops  a re  
genu ine ly  geared  to  the  sma11-bus iness  owner ,  on  a  l eve l  tha t  he  can  
eas i l y  unders tand ,  o r  whe ther  these  workshops  were  rea l l y  address ing  
o the r  p ro fess iona l  peers .  As  sugges ted  ea r l i e r ,  the  a rea  o f  educa t ing  
the  sma11-bus iness  c l i en t  v ia  workshops  and  seminars  i s  one  wh ich  needs  
to  be  tho rough ly  s tud ied  th rough  a  subsequen t  su rvey  to  de te rm ine :  
(1 )  genu ine  needs  o f  the  c l i en t  (as  pe rce  i  ved  by  the  c l i en t ) ,  (2 )  the  
mos t  e f f i c ien t  ways  t o  en t i ce  sma11-bus iness  c l i en ts  to  pa r t i c ipa te  
i n  these  p rograms,  and  (3 )  the  mos t  appropr ia te  p rocedures  fo r  
educa t ing  tha t  c l i en t  i n  the  f i nanc ia l  a reas  c r i t i ca l  to  h i s  bus iness ,  
h i s  success ,  and  even  h i s  ve ry  su rv i va l .  
The  Cha l lenge  to  Bankers  and  CPAs 
One  ve ry  obv ious  cha l lenge  to  bankers  i n  Montana  w i l l  be  to  
ma in ta in  the i r  cu r ren t  97  pe rcen t  marke t  share  o f  f i nanc ia l  se rv i ces  
u t i l i zed  by  the  sma11-bus iness  c l i en t .  Deregu la t ion  o f  the  bank ing  
I ndus t ry ,  subsequen t  res t ruc tu r ing  o f  the  f i nanc ia l  marke t ,  and  
repos i t i on ing  o f  the  va r ious  t ypes  o f  f i nanc ia l  i ns t i t u t i ons  w i th in  
the  new ly  de f ined  boundar ies  o f  the  f i nanc ia l  marke t ,  a l l  mean  an  
i nc reas ing  compet i t i ve  marke t  f o r  bank ing  and  re la ted  f i nanc ia l  
se rv  i  ces .^  
An  obv ious  cha l lenge  to  the  CPAs i n  Montana  i s  to  be t te r  se rv i ce  
the  sma11-bus  Iness  c l i en t  as  re f l ec ted  i n  the i r  fo rma l i zed ,  
comprehens ive  goa ls  f o r  1983 .  Th is  mus t  I nc lude  a  new o r ien ta t ion  
towards  aggress ive ly  marke t ing  the  ana ly t i ca l  and  adv iso ry  t ypes  o f  
se rv i ces  tha t  wou ld  bene f i t  no t  on ly  the  sma11-bus  Iness  c l i en t  bu t  the  
lender  and  the  CPA as  we l l .  
Bo th  p ro fess iona ls  face  cha l lenges  In  educa t ing .  In fo rm ing ,  and  
adv is ing  the  sma11-bus  Iness  c l i en t .  The  " respons ib i l i t y "  fo r  se rv ing  
the  sma11-bus Iness  c l i en t  shou ld  be  v iewed  as  a  shared  oppor tun i t y  
where  bo th  the  lender  and  the  CPA share  a  respons ib i l i t y  fo r  i n i t i a t i ng  
those  ac t i v i t i es  des igned  to  in fo rm,  educa te ,  and  adv ise .  Bo th  
p ro fess iona ls  share  a  respons ib i l i t y  to  fos te r  c lea r  l i nes  o f  
commun ica t ion  no t  on ly  w i th  the  sma11-bus iness  c l i en t ,  bu t  a l so  w i th  
each  o the r .  
Re-emphas iz ing  a  c r i t i ca l  po in t  made  i n  the  ana lys i s  o f  the  lende  
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and  CPA su rveys ,  the  lender  and  accoun tan t  mus t  s t r i ve  towards  
coopera t i ve  commun ica t ion  th rough  fo rma l i zed  mee t ings  o f  a l l  th ree  
^See  Kay-Lu tz  R i t zhe imer  and  James  W,  Royan ,  "An  Ana lys i s  o f  
Commerc ia l  Bank ing , "  31  May  1983 ,  (Typewr i t ten ) .  
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See La r ry  G ianche t ta ,  Rober t  B ragg ,  and  T imothy  Jackson ,  "Lender  
CPAs ,  and  Bus iness  Loans , "  Montana Business Quartevty , Summer  1982 ,  
pp .  28 -30 .  
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par t i es  invo lved  i n  th i s  work ing  re la t i onsh ip  t r i ang le .  Th is  wou ld  
fos te r  a  de f in i te  sense  o f  d i rec t ion  and  coopera t ion  where  the  de f ined  
goa l  I s  to  ass is t  the  smaI  1 -bus iness  c l i en t  to  the  u l t ima te  bene f i t  o f  
a l l  th ree  pa r t i es  invo lved  i n  th i s  work ing  re la t i onsh ip .  
SECTION IV  
COMPLETE METHODOLOGY 
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COMPLETE METHODOLOGY 
A more  comp le te  exp lana t ion  o f  the  methodo logy  emp loyed  i n  
eva lua t ing  the  i n te r re la t i onsh ip  be tween  the  l ender ,  the  CPA,  and  the  
sma11-bus iness  owner ,  i s  p resen ted  he re  to  p rov ide  the  reader  w i th  a  
more  comp le te  unders tand ing  o f  the  p rocedures  i nvo lved  In  conduc t ing  
th i s  s tudy .  P lann ing  s t ruc tu re ,  ques t ionna i re  des ign ,  samp le  de f in i t i on ,  
samp l ing  p rocedure ,  and  samp le  va l i da t ion  a re  summar ized  as  fo l l ows .  
Organ iza t ion  and  P lann ing  S t ruc tu re  
The  fo l l ow ing  abbrev ia ted  ch rono log ica l  ou t l i ne  summar izes  
s ign i f i can t  phases  o f  the  research  invo lved  i n  th i s  p ro jec t .  
1 )  I n i t i a l  p lann ing  sess ions  i n  the  Fa l l ,  1982  w i th  Dr .  La r ry  
G ianche t ta ,  Cha i rman ,  Depar tmen t  o f  Management ,  Un ive rs i t y  o f  Mon tana ,  
Schoo l  o f  Bus iness  Admin is t ra t i on  and  Bob  B ragg ,  CPA and  Gues t  Lec tu re r  
i n  Accoun t ing  a t  the  Un ive rs i t y  o f  Mon tana .  
2 )  Rev iew and  rev i s ion  o f  the  ques t ionna i re  v ia  p re tes t ing  the  
su rvey  ins t rument  on  owners  o f  l oca l  sma l1 -bus iness  f i rms .  
3 )  Cons t ruc t ion  o f  the  samp l ing  f rame v ia  se lec t ion  o f  eve ry  
twen t ie th  name on  a  ma i l i ng  l i s t  p rov ided  by  Sma l1 -Bus iness  Admin is t ra ­
t i on .  A random samp le  o f  700  sma11-bus iness  f i rms  was  chosen .  
k )  A f f i x ing  te lephone  numbers  t o  each  name i n  the  samp l ing  
f rame.  (Approx imate ly  500  o f  these  had  cu r ren t  te lephone  numbers . )  
5 )  D ra f t i ng  and  ma i l i ng  o f  a  pe rsona l i zed ,  hand-s igned  l e t te r  to  
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each  o f  the  500  names  rema in ing  i n  the  samp l ing  f rame.  Th is  l e t te r  
re layed  the  na tu re  and  s ign i f i cance  o f  the  s tudy  and  asked  fo r  each  
owner ' s  coopera t ion  i n  comp le t ing  a  te lephone  in te rv iew to  fo l l ow  in  
the  subsequen t  week .  (See  Append ix  A  [ p .  41 ]  f o r  a  copy  o f  t h i s  
l e t te r . )  
6 )  Se lec t ion  and  t ra in ing  o f  i n te rv iewers ,  i nc lud ing  
ins t ruc t ion  i n  accoun t ing / f i nanc ia l  te rm ino logy  and  concep ts .  
7 )  Conduc t ing  311  comp le ted  te lephone  in te rv iews  o f  sma l l -
bus iness  owners /genera l  managers  i n  m id -February  1983 ,  many  o f  these  
comp le ted  on  an  appo in tmen t / ca l1 -back  bas is .  
8 )  Compute r  ana lys i s  o f  sma11-bus iness  owner  responses ,  fo l l owed  
by  i n te rp re ta t ion  and  eva lua t ion  o f  s ta t i s t i ca l  da ta .  
Ques t ionna i re  Des ign  
The  ques t ionna i re  was  des igned  to  a l l ow  fo r  spon taneous  responses  
wherever  poss ib le .  Responses  were  subsequen t l y  pos t -coded  i n to  common 
ca tegor ies  fo r  compute r  ana lys i s .  A  copy  o f  the  ques t ionna i re  i s  found  
i  n  Append  i  x  B (p .  ^+3)  .  
Samp 1e  De f  i n  i  t  ion  
De f in ing  the  samp le  ob ta ined  invo lves  es tab l i sh ing  the  pe r ime te rs  
o f  the  samp le ,  i . e . ,  dec id ing  who  i s  to  be  i nc luded  i n  the  samp le .  
S ince  the  de f in i t i on  o f  a  "sma11-bus iness"  va r ies  d ramat i ca l l y  
depend ing  upon  the  spec i f i c  i ndus t ry ,  i t  w i l l  su f f i ce  here  to  de f ine  
sma l1 -bus inesses  as  those  f i rms  meet ing  the  spec i f i c ,  des igna ted  
requ i rements  as  se t  f o r th  under  the  Sma l l  Bus iness  Ac t  o f  1953  by  the  
Smal l  Bus iness  Admin is t ra t i on . '  The  samp l ing  f rame u t i l i zed  in  th i s  
s tudy  was  p rov ided  by  the  Sma l l  Bus iness  Admin is t ra t i on  O f f i ce ,  He lena ,  
Mon tana  i n  the  fo rm o f  a  ma i l i ng  l i s t .  
Samp l ing  Procedure  
The  sma l1 -bus iness -owner  su rvey  was  comp le ted  ove r  a  two-week  
pe r iod ,  where  ca l l s  were  p laced  p r imar i l y  be tween  8  a .m.  and  5  p .m.  on  
bus iness  days .  Appo in tmen ts  f o r  ca l l -backs  were  o f ten  made  f o r  even ing  
o r  weekend  hours  a t  the  conven ience  o f  the  responden t .  
I n  conduc t ing  th i s  su rvey  a  number  o f  spec i f i c  i n te rv iew ing  
p rocedures  were  s t r i c t l y  fo l l owed  to  insu re  tha t  the  person  in te rv iewed  
d id  posess  the  necessary  know ledge  o f  the  f i rm 's  f i nanc ia l  t ransac t ions  
to  pa r t i c ipa te  i n  the  su rvey .  (See  " In te rv iewer  Ins t ruc t ions "  i n  the  
ques t ionna i re  i t se l f  .  .  .  Append ix  B ,  p .  43 ) .  
Samp le  va l i da t ion  
A c r i t i ca l  pa r t  o f  any  research  p ro jec t  based  on  a  samp l ing  
techn ique  such  as  the  one  used  he re  invo lves  va l i da t ion  o f  the  samp le  
ob ta ined .  Va l ida t ion  s imp ly  re fe rs  to  the  ab i l i t y  to  demons t ra te  tha t  
the  samp le  ob ta ined  does  t ru l y  re f l ec t  charac te r i s t i cs  o f  the  popu la t ion  
f rom wh ich  the  samp le  was  taken .  Va l ida t ion  i s  usua l l y  accomp l i shed  
by  compar i son  o f  samp le  demograph ics  w i th  those  same charac te r i s t i cs  o f  
the  genera l  popu la t ion .  
'See  Vo l .  13  CFR,  Par t  121 .3 -8  th rough  121 .3~ l8 ,  SBA S ize  
S tandards ,  U .S .  Government  P r in t i ng  Of f i ce ,  Wash ing ton ,D .C  . ,  1983 .  
Since  spec i f i c  s ta t i s t i cs  a re  unava i lab le  on  sma11-bus inesses  i n  
pa r t i cu la r ,  s ta te  and  coun ty  s ta t i s t i cs  were  used  to  comp i le  
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approx imat ions .  Compar i sons  o f  samp le  and  ove ra l l  s ta te  approx imated  
sma11-bus iness  s ta t i s t i cs  a re  p resen ted  i n  Exh ib i t  X ( p .  AO) .  The  
reader  w i l l  no te  tha t  the  samp le  ob ta ined  c lose ly  pa ra l l e l s  the  s ta te  
da ta  as  seen  i n  the  d i rec t  compar i sons  o f :  
1 )  t he  t ype  o f  bus iness ,  and  
2 )  the  d i s t i bu t ion  o f  f i rms  th roughou t  the  s ta te . ^  
Based  on  the  c lose ly  co r re la ted  charac te r i s t i cs  o f  bo th  the  
samp le  and  s ta te -w ide  sma11-bus iness  popu la t ion ,  we  fee l  t ha t  the  samp le  
does  accura te l y  rep resen t  tha t  wh ich  i t  p ropor ts  to  rep resen t ,  i . e . ,  the  
s ta te -w ide  popu la t ion  o f  sma11-bus iness  f i rms  th roughou t  Mon tana .  The  
samp le  p resen ted  i n  th i s  s tudy  i s  the re fo re  f e l t  to  be  a  s ta t i s t i ca l l y  
va1 id  samp le .  
2 
Sta t i s t i cs  were  comp i led  f rom County Business Patterns, 1981 ,  
Mon tana ,  U .S .  Depar tmen t  o f  Commerce ,  Bureau  o f  the  Census ,  U .S .  
Government  P r in t i ng  Of f i ce ,  Wash ing ton ,  0 .C . ,  1982 .  
3  Compar i s ion  o f  company  s i ze  as  de te rm ined  by  the  number  of  
employees  i s  no t  appropr ia te  he re  s ince  County Business Patterns does  no t  
i nc lude  se l f -emp loyed  persons  i n  i t s  f i gu res  as  does  t h i s  samp le .  
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Antecedent ,  in t roductory  le t ter  
sent  to  owners /pres idents  o f  
f i rms randomly  se lected to  
par t ic ipate  in  survey  
hi 
-• 
University of IDontana 
missoula, rriontana 59812 
^3  
SCHOOL oe BUSINESS ADMINISTRATION 
(406) 243-4831 
February 14, 1983 
Cottage Gift Shop 
PO Box 607 
Great Falls, MT 59403 
Dear Mr England: 
The graduate school of the University of Montana School of 
Business is conducting an extensive state-wide research proj­
ect designed to assist owners of small businesses. The study 
examines the relationship between owners/managers of small 
businesses, and their accountants and bankers. 
Our telephone interviewers will be calling in February, 
asking you to complete a five to ten minute telephone 
interview. We ask that you take this opportunity to express 
your opinions and suggestions. If the time for the call is 
not a convenient one for you, please feel free to designate 
a time when the interviewer might call back. 
As an expression of our appreciation for your assistance, we 
will make available to you the results of this survey upon 
request. 
We look forward to talking with you in February. 
Sincerely, 
Kay Lutz Ritzheimer 
Project Director 
Graduate School 
School of Business 
University of Montana 
Larry Gianchetta 
Chai rman 
Dept. of Manageiiient 
School of Business 
Uni versity of Montana 
WW 
Equal Opportunity in Education and Employment 
APPENDIX B 
Copy o f  quest ionnai re  used in  
survey  o f  sma11-business owners /  
pres  i  dents  
hk 
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QUESTIONNAIRE NUMBER 
SURVEY OF SMALL BUSINESS OWNERS/MANAGERS 
(EXCLUDES BANKERS AND ACCOUNTANTS) 
INTERVIEWER INSTRUCTIONS: ALL INSTRUCTIONS ARE WRITTEN IN ITALIC AND ARE NOT 
TO BE READ TO THE RESPONDENT. BEFORE STARTING EACH INTERVIEW, PLEASE FILL IN 
THE INFORMATION BELOW, CHECKING THE APPROPRIATE BLANK TO THE LEFT OF THE 
RESPONSE. 
DATE OF INTERVIEW: February _, 1983 
March 1983 
TIME OF DAY: morning 9 a.m. to 12 noon 
afternoon 12 noon to 5 p.m. 
evening 5 p.m. to 9 p.m. 
NAME OF INTERVIEWER: 
PHONE NUMBER DIALED: 
LOCATION (CITY) OF BUSINESS: 
INTERVIEWER: YOU MUST ESTABLISH THAT YOU NEED TO TALK WITH THE OWNER OR 
MANAGER OF THE BUSINESS! IF THIS IS NOT POSSIBLE, YOU MAY INTERVIEW THE 
CONTROLLER OR FINANCE PERSON WHO REPRESENTS THE FIRM IN ITS DEALINGS WITH 
OUTSIDE ACCOUNTANTS AND BANKS (LENDING INSTITUTIONS). 
BANKS (FINANCIAL INSTITUTIONS) AND ACCOUNTING FIRMS ARE TO BE EXCLUDED FROM 
THE SURVEY. INDICATE THAT YOU WILL BE HAPPY TO MAKE AN APPOINTMENT, IF 
NECESSARY, TO CALL BACK AND TALK WITH THE APPROPRIATE PERSON. 
(LETTERS HAVE BEEN SENT OUT TO EACH NAME ON THE LIST.) 
COVER SHEET 
INTRODUCTORY COMMENTS: 
hb 
Hello, this is (i/our first and last name) calling from the University of 
Montana School of Business (in Missoula). I'm calling to talk with (name of 
yrestdent, if available from list, or "the owner or manager") in regards to a 
letter that he(she) recently received from us about a special study that we're 
doing here in the graduate school. Is he(she) available to talk with me for a 
few minutes? (IF THIS PERSON IS UNAVAILABLE, SAI . . .) Is there another number 
where I might reach him(her) . . . (IF NOT, ; We will be happy to call 
back at a more convenient time ~ Can I set up a time to call back? (MKE 
APPOINTMENT FOR CALL-BACK ON APPOINTMENT SHEET.) 
I NOTE: 
IF IT IS NO^ POSSIBLE TO INTERVIEW TEE OWNER, 547 . . . 
May I talk with the general manager, controller, finance person, or whoever 
would have the most knowledge about your firm's dealings with your accountant 
and your bank. 
(MAY BE NECESSARY AT THIS POINT TO SET UP APPOINTMENT TO TALK WITH 
THIS PERSON — AGAIN, ASK FOR ANOTHER NUMBER WHERE HE(SHE) CAN BE 
REACHED OR SET UP A CALL-BACK Tim. ) 
INTRODUCTORY COMMENTS ONCE YOU'VE REACHED THE APPROPRIATE PERSON TO INTERVIEW: |  
Hello! This is (your first and last name) calling from the Univers i ty  
of Montana School of  Business ( in Missoula) .  I 'm cal l ing in regards to a 
letter your f i rm recently received from us about a statewide study of  businesses 
in Montana.  As our letter stated,  this study is concerned with the re lat ionship 
between the owners of  small  businesses and their  accountants and bankers.  Would 
you have 5 to 10 minutes to answer a few questions for me? (IF NOT, ASK TO SIT 
UP AN APPOINTMENT FOR A CALL-BACK.) 
Before we start the interview, I want to assure you that all information 
you give me is  confidential  - -  also,  you may decline to answer any quest ion.  
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SECTION A k7 
1. Can you tell me your position in this firm? (check one) 
Owner Controller 
General Manager Accountant 
President Bookkeeper 
Vice-President Other (please specify)_ 
2. What type of business is this? . . 
(check alt that apply) 
Retail 
Wholesale 
___ Manufacturing 
. retail, wholesale, service . . .? 
Service 
Construction 
Other (please specify) 
2a. Briefly describe the business. 
NOTE: IF FIRM IS A BANK^ FINANCIAL/LENDING INSTITUTION OR ACCOUNTniG 
FIRM STOP INTERVIEW. 
3. How many years has this business existed under its present management? 
Years (fill in nimher) 
Don't know 
Other (please specify) 
4. How many employees are working for this business? (Fill in both of 
first two blanks) 
Full-time (40 hours or more/week) 
Part-time (less than 40 hrs/week) 
Other (please specify) 
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5. I am going to read some categories to you. Please stop me when I  reach 
the category that contains the total annual dollar sales for this business 
in 1982 (last year). (If respondent seems hesitant to answer, explain 
that he can dec line to answer.) 
Less than $25,000 $500,000 to $1 million 
$25,000 to $50,000 More than $1 million 
$50,000 to $100,000 Declines to answer 
$100,000 to $250,000 Don't know 
$250,000 to $500,000 Other (please specify)^ 
SECTION 3 
INTERVIEWER COMMNT: We would like to ask you a few questions regarding the 
type of accounting services you use . . . 
6. In which of the following ways is the accounting of financial information 
handled for your business? (Read options and aheok one) 
(A) all of the accounting work is contracted outside the business. 
(B) a little of the accounting work is done within the business, 
but most of it is contracted outside the business. 
(C) most of the accounting work is done within the business, but 
year-end statements and taxes are contracted outside the business. 
(D) the business has a full-time accountant(s) within the firm, 
but also contracts accounting work outside the business. 
(E) all of the accounting work for this business is done internally 
(SKIF TO SECTION C, PAGE 6.) 
DO NO^ READ: 
(F) Doti't know 
(G) Other (please specify) 
7. What were the two primary factors in selecting the outside accounting 
firm that you now use? (List two) (POSSIBLE PROBES: services, location, 
reputation, costs, advertising . . .J 
Page 3 
8. 
^9 
Which of the following accounting services are contracted for outside 
of the business? (Read options and oheak "Yes" or "No" for eaah alternative.) 
YES NO 
DON'T 
KNOW 
YES 
(A 
(B 
(C 
(D 
(E 
(F 
(G 
(H 
(I 
Tax Returns? 
Tax Consultation and Planning? 
Payrol1? 
Accounts Receivable Billing? 
Inventory? 
Preparation of Financial Statements? (Balance 
Sheet and Income Statement) 
Financial Ratio Analysis 
Cash Flow Analysis? 
Income Projections? 
(J) Management Assistance? 
YES NO DK 
(jj) What type of management assistance? 
(K) Any other type of accounting service? 
(please specify) 
INTERVIEWER NOTES: 
9. Which of the following statements best describes your understanding of 
the financial statements (balance sheet and income statement)? 
(Read alternatives and check one) 
I fully understand all of them 
I understand most of them 
I understand very little of them 
I don't understand them at all 
DO NOT_ READ: 
Other (please sveoify) 
Page 4 
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10. How well would you say that your accountant explains these statements 
to you? . . . Would you say that your accountant . . . (Read alternatives 
and aheok one) 
Fully explains the statements 
Explains them somewhat but should spend more time doing so 
Doesn't explain them very well 
Doesn't explain them at all 
DO READ 
Doesn't apply 
Don't know 
Other (please specify)___ 
11. How important is it to you that your accountant take time to explain the 
financial statements and other relevant financial information to you? 
(Read alternatives and aheok one) 
Very important 
Somewhat important 
Not very important 
DO NO^ READ 
Don't know 
Doesn't apply 
Other (please specify) 
12. I will read three statements regarding accounting serv ices contracted 
outside of  the business.  Please complete each of  these statements with 
your initial feeling; 
(a) When it comes down to ^ business, my accountant has the general 
attitude . , . 
(b) The thing I like most about my accountant is . . . 
(c) The thing I like least about my accountant is . . . 
Page 5 
SECTION C 
INTERVIEWER COimENT: Now, rather than thinking about your accountant, we V'/ould 
like to switch and ask a few questions about the bank (or financial institution] 
your business uses . . . 
13. What type of financial institution does your business primarily associate 
with? (aheok one) 
Bank 
Credit Union 
Savings and Loan 
Other {-please specify) SKIP TO SECTION E ON PAGE 9 
Don't use any type of financial 
institution 
14. What were the two primary factors in selecting the bank (or financial 
institution) that you now use? (list two) (POSSIBLE PROBES: services 
produced, location, reputation, interest rates, advertising . . .) 
15. Do you currently have a loan with, or receive financial advice from 
your bank (or financial institution)? (check one) 
Yes 
No (SKIP TO SECTION E ON PAGE 9.) 
Other (please specify) 
16. Which of the following types of financial information does your bank (or 
financial institution) request? (Read each alternative and check "Yes" 
or "No" for each.) 
DON'T 
YES ^ KNOW 
. . .  ( A )  I n c o m e  S t a t e m e n t s ?  
.  . . (B) Balance Sheets? 
. . . (C) Cash Flow Statements? 
. . . (D) Sales or Income Projections? 
. . . (E) Financial Ratio Analysis? 
. . . (F) Any other types of financial information? 
(please specify) 
INTERVIEWER NOTES: 
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17. How clear is your banker when requesting financial information? . . . 
How specific is he as to the type of information that he wants? (Read 
altermatives and aheak one) 
Very specific 
Usually specific 
___ Mot specific at all 
DO NO^ READ 
Don't know 
Other (please speoify) 
18. I will read three statements regarding banking services provided for your 
business. Please complete each of these statements with your initial 
feeling: 
(a) When it comes down to my business, my banker has the general 
attitude . . . 
(b) The thing I like most about my banker is . . . 
(c) The thing I like least about my banker is . . . 
INTERVIEWER NOTE: IF FIRM DOES ALL OF ITS OWN ACCOUNTING WORK AND DOES NOT 
USE AN OUTSIDE ACCOUNTING FIRM, GO TO SECTION E ON PAGE 9. ) 
SECTION D 
19. Have you ever been in a position where it has been necessary for your 
banker and your accountant to work together concerning your business? 
(oheck one) 
No (GO TO #20 ON PAGE 8) Other (please specify) 
Yes I(ANSWER 19a ON PAGE 8) 
•juTi^t know (GO ON TO #23 IN SECTION E 
ON PAGE 9) 
Page 7 
19a. How well did your banker and accountant seem to work 
together regarding your business? (Read altematives 
and check one) 
They worked well together 
They worked together somewhat 
They didn't seem to work well together 
DO W READ 
Doesn't apply 
Don't know 
Other (-please specify) 
20. When you want financial advice, who do you see as your primary financial 
advisor . . . your accountant or your banker? (check one) 
Accountant Neither 
____ Banker Other (please specify) 
Both equally 
Don't know 
21. When you need financial advice for your business, would you say that you 
get more help from your accountant or from your banker? (check one) 
Banker No response 
___ Accountant Doesn't apply 
No difference Other (please specify) 
Don't know 
22. When you are requested to supply financial information, would you say 
that your accountant or your banker requires more complete and detailed 
financial statements? (check one) 
Accountant 
Banker 
Both equally 
Neither one 
Doesn't apply 
Don't know 
No response 
Other (please specify)_ 
Page 8  
SECTION E 
23. What type of financial information (prepared either within or outside 
of the business) do you use most often in the daily operation and 
management of your business? (POSSIBLE PROBES: sales reports^ cash 
receiptsJ budget aomparisons, inventory levels . . .) 
24. Are you familiar with the accounting terms "compilation" and "review" 
as methods of preparing financial statements? (oheak one) 
No (GO ON TO #25 IN SECTION F ON PAGE 10) 
Yes (ANSWER #24a BELOW) 
24a. Have you ever had a "compilation" or "review" performed 
for this firm? (oheak one) 
No (GO ON TO #25 IN SECTION F ON PAGE 10) 
Don't know (GO ON TO #25 IN SECTION F ON PAGE 10) 
Yes (ANSWER #24a(l) BELOW) 
24a(l). To what extent have you used "compilation 
and/or "review"? (Read alternatives and 
oheak one) 
The firm has used compilation 
The firm has used review 
The firm has used both compilation 
and review 
Page 9  
SECTION F 55 
25. Have you (or any other employee of your firm) attended any workshops, 
seminars, or courses within the past 12 months? (NOTE: This can 
inalude any type aourse pertinent to the respondent's profession 
or business) — (check one) 
No (GO ON TO #26 ON PAGE 11) 
Yes] (ANSWER 25a BELOW) 
IL 
Don't know 
Other 
25a. Have any of these workshops, courses or seminars been of 
a financial or accounting nature? (check one) 
No (GO ON TO #26 ON PAGE 11) 
Yes (ANSWER #2Sa(l) AND 25a(2) BELOW) 
V 
25a(l). Please describe the financial or accounting-
type seminar/course. 
25a(2). Who sponsored this course(s), seminar(s), 
workshop(s)? 
NOTE: IF MORE THAN ONE SUCH COURSE^, OBTAIN INFORMATION 
ON ALL, 
Page 10 
26. Would it be helpful to you if more accounting or financial seminars 
were presented? (oheak one) 
Don't know 
No response 
56 
No (GO ON TO #27 BELOW) 
Yes (ANSWER #28a BELOW) 
26a. What topics would you like to see presented in 
financial or accounting-type courses or 
workshops to help you operate your business? 
27. Does your firm currently use a computer? (aheok one) 
Yes No response 
No Other (please specify) 
Don't know 
28. Have you (or any other employee of your firm) attended a seminar (or 
workshop) on the use of computers within the past 12 months? (check one) 
Yes Don't know 
No Other (please spec-ify) 
FINAL COMMENTS: We thank you for taking time from your schedule to help 
us with this survey. We sincerely appreciate your interest and your 
assi stance. 
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